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Dear  RCS  professional: 

What  are  you  going  to  do  about  the  personal  computer? 


INPUT  has  just  published  a  report  on  Personal  Computer  Opportunities  for 
Remote  Computing  Services  Vendors  that  can  help  you  answer  that  question.  The 
study  examines  the  personal  computer  challenge  to  RCS  in  detail,  and  then  gives  you 

_y_3_the  kind  of  nitty-gritty  market  analysis  and  no-nonsense  strategic  planning  you  need 

'^.^       to  meet  if  -  head'^n. 


How  hi)/a  threat  are  personal  computers  tolRCS 
vendors?  How  and  to  what  extent  can  PCs  be 
incorporated  into  new  or  existing  RCS  offerings? 

INPUT  invested  $120,000  and  hundreds  of  hours  of  research  time  to  find  out. 
And  in  the  course  of  our  research,  we  discovered  that  although  the  personal 
computer  is  presenting  the  RCS  industry  with  its  most  serious  challenge  eveV^  the 
challenge  also  presents  RCS  vendors  with  great  opportunities  for  expanded  service 
offerings  and  enhanced  revenue  performance. 

In  an  interview  program  encompassing  50  major  users  and  an  exhaustive  study 
of  eight  vendors  of  all  types  and  sizes,  INPUT'S  trained  staff  addressed  themselves  to 
the  following  questions: 

o    What  strategies  should  RCS  vendors  adopt  to  counter  losses  to  personal 
computers? 

^-Wi^  ^    What  are  the  personal  computer  features  -  hardware,  software,  and 

^  services  -  most  demanded  by  users? 


A  A. 


What  are  the  decisive  factors  in  users'  decisions  to  purchase  personal 
computers  as  part  of  -  or  as  a  replacement  for^  RCS? 

Which  RCS  applications  are  most  vulnerable  to  personal  computers? 
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What  are  the  barriers  to  substituting  personal  computers  for  remote 
computing  services? 

What  are  the  existing  and  planned  products  and  services  designed  to 
combine  personal  computers  and  RCS? 

What  are  the  major  problems  encountered  or  anticipated  by  vendors  in 
frying  to  develop  PC-RCS  offerings? 

INPUT'S  researchers  then  produced  a  157-page  report  with  50  exhibits 
analyzing  their  findings  in  detail. 

Among  other  conclusions,  they  discovered  that  the  personal  computer  has 
already  had  a  measurable  impact  on  the  RCS  market. 

-  One  hundred  percent  of  the  users  interviewed  said  they  had  increased  their 
PC  use  over  last  year,  and  93  percent  said  they  would  double  PC  use  next 
year! 

-  Of  the  RCS  vendors  interviewed,  i^Z  percent  have  suffered  declines  in  RCS 
sales,  and  62  percent  of  these  said  the  decline  was  due  to  personal 
computers. 

-  The  personal  computer  component  of  RCS  is  expected  to  show  an  average 
annual  growth  rate  of  89  percent  between  now  and  1988,  while  the  growth 
rate  of  the  entire  market  is  only  18  percent. 

Having  determined  how  the  machines  are  affecting  the  RCS  market,  the  report 
goes  on  to  outline  a  systematic,  four-s^^  method  of  formulating  an  effective 
M-Miti/rt>«Ji  response  to  the  particular  strengths  -  and  weaknesses  -  of  the  personal  computer. 

Art  A  /\ 

1.  Know  the  enemy.  Why  do  users  like  PCs?  Can  you  devise  RCS  offerings 
that  can  compete?  What  are  the  chinks  in  the  PC  armour? 

2.  Know  thyself.  How  can  you  best  assess  and  use  the  inherent  strengths  of 
RCS? 

3.  Know  the  alternatives.  INPUT  takes  a  close  look  at  the  various  computing 
alternatives  from  the  user's  standpointy^eeings^hat  features  are  most 
valued  in  the  marketplace.  ^  Mtter^.V^^^ 

'f.  Be  aggressive.  The  swift  incorporation  of  PCs  into  RCS  offerings  gives  the 
,    best  promise  of  blunting  the  personal  computer  challenge. 

INPUT  understands  that  you  don't  need  theory.  You  need  concrete  suggestions 
on  how  to  react  to  the  incursions  of  these  machines. 

Personal  Computer  Opportunities  for  Remote  Computing  Services  Vendors  has 
been  researched  and  written  to  provide  you  the  background  you  need  to  understand 
the  scope  of  the  problem,  and  s^p-by-step  strategies  that  can  be  easily  adapted  to 
the  particular  needs  of  your  company. 

V 
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INPUT'S  large-scale  research  effort  pinpoints  the  questions  you  and  other  RCS 
professionals  need  to  have  answered  if  you  are  to  guide  your  companies  through  the 
transitions  ahead: 


o    What  are  the  total  revenue  gains  and  losses  in  the  RCS  market  due  to  the 
personal  computer? 

o    What  are  the  major  factors  influencing  users  in  their  decision  to  purchase 
personal  computers? 

o    What  are  the  opinions  of  major  RCS  users  on  the  best  ways  to  combine  PCs 
with  RCS  offerings';* 

o    How  are  other  vendors  planning  to  use  their  manpower  to  respond  to  the 
inroads  of  PCs? 

And  more,  includingljpdatGS  -e^ardware  and  software  developments  in 
mainframe  interfacing,  developments  in  PC  networking,  and  new  strides  in  software 
transparency. 

1.0  —2- — =9' 

But  the  report  doesn't  stop  there.  It  distills  from  hundreds  of  pages  of  user 
interviews  an  incisive  analysis  of  how  users  compare  RCS  to  PCs.  The  study 
rt-WH     investigates  a  wide  range  of  hardware  and  software  features  ;^including  processing 

power,  response  time  consistency,  communications/networking,  applications 
M-VUH     flexibility,  documentation  quality,  variety  available  -  and  presents  its  findings  in  an 
^       easy-to-read  table. 


The  table  compares  the  superiority  of  RCS  to 
PCs  today  with  projections  of  their  relative  positions 
two  years  hence,  and  again  five  years  in  the  future,  for 
each  characteristic.  The  table  outlines  in  no  uncertain 
terms  where  RCS's  strengths  and  weaknesses  are,  and 
gives  you  vital  clues  about  how  to  shape  your  future 
direction. 


In  the  final  chapter  of  the  report,  INPUT'S  experts  make  some 
recommendations  about  the  components  of  an  effective  market  strategy,  including 
market  segment  selection,  product  definition,  use  of  customer  support,  role  of 
distribution  channels,  sales  promotion  strategy,  the  importance  of  PC  research,  how 
to  target  PC-RCS  opportunities,  and  more. 

Personal  Computer  Opportunities  for  Remote  Computing  Services  Vendors  is 
the  only  report  available  that  can  give  you  this  kind  of  comprehensive  and  up-to-date 
analysis  of  the  problems  posed  by  personal  computers  -  and  ways  to  solve  them  using  M-b^iH 
your  particular  strengths.  A 


To  duplicate  this  research,  you  would  have  to  put 
together  a  team  of  experienced  market  analysts,  give 
them  time  to  survey  the  ins  and  outs  of  this  complex 
^  topic,  and  spend  at  least  $120,000. 


70    t  H 
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A 


But  if  you  buy  INPUT'S  report,  you  buy  our  years  of  experience  in  tracking  the 
fastest  moving  market  in  the  world,  you  buy  a  large-scale  research  effort  that 
involved  trained  professionals  for  months  .  .  .  and  you  pay  only  $2,000. 

Won't  you  please  take  a  few  moments  to  put  your  company  in  position  to  take 
advantage  of  the  personal  computer  invasion?  You  need  send  no  money  now.  Just 
fill  out  the  enclosed  order  card  and  mail  it  in  today.  We'll  be  happy  to  bill  you  for 
the  report  later. 

Sincerely, 


Peter  A.  Cunningham 
President 
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Yes!  I  want  to  get  the  jump  on  the  personal  com- 
puter with  INPUT'S  new  report  on  Personal  Computer 
Opportunities  for  Remote  Computing  Services  Vendors. 
I  understand  that  I  need  send  no  money  now,  and  that 
you  will  bill  my  company  for  the  purchase  price  when 
you  receive  my  order. 

Please  send  me  copies  of  the  report  at  $2,000 

each,  for  a  total  of  $ 


□  Bill  me  later  on  Purct^as 

□  My  check  is  enclosed. 


Name 


Title  MJS     /^/C£>^i^<^7-  pt(^<: 

Company  /^/^  <^^fPV^>X^W^  

Address  C,^^^^^5^/f' 


City 


'A/ 


State/Zip 


Phone  No:  fe^)  .^5  7  CQd^/ 


If  you  are  enclosing  payment,  please  make  ySnfcheck  out  lo  INPUT,  1943  Landings  Drive,  Mountam 


L94043,  (415)  960-3990. 


BUSINESS    REPLY  MAIL 

First  Class    Permit  No.  982    Mountain  View,  CA 
POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 

INPUT 

1943  Landings  Drive 
Mountain  View,  CA  94043 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 
UNITED  STATES 


Dear  RCS  professional: 


V/hat  are  you  poinf  to  do  about  the  personal  computer? 

( cfth  help  yoo  tKtitioer  ft\»f  '^.mx.tuM. 

I'Pl'T  has  just  published  a  report  on  Personal  Uompute'rv,^..-^^''^ 
OpTx>rtunities  for  Remote  Gonputing  Services  Vendors  that^xanines 
iiiSSSKX^UUiM^the  personal  computer  challenpe  to  RCS  in  detail, 
and  then  gives  you  the  kind  of  nitty-gritty  market  analysis  and 
no-nonsense  strategic  planning  you  need  to  meet  it — head-on. 


How  and  t 


How  big  a  threat  are  personal  computers  to  RGS  vendors 


1^ 


what  eictent  can  PCs  be  incorporated  into  nev;  or 


existing  :iCS  offerings? 


^  i/v' 


INPUT  invested  $120,000  and  hundreds  of  hours  of  research  time 
to  find  out.    And  in  the  course  of  our  research,  we  discovered  that 
although  the  personal  computer  is  presenting  the  P.CS  industr;/  with 
its  most  serious  challenge  ever,  the  challenge  also  presents  ''.CS 
vendors  with  great  opwrtunities  for  expanded  service  offerings 
and  enhanced  revenue  performance. 

In  an  interview  program  encompassing  50  major  users  and  an 
exhaustive  study  of  eight  vendors  of  all  tyues  and  sizes,  ITTPUT's 
trained  staff  addressed  themselves  to  the  following  questions: 


o    ''hat  strategies  should  -ICS  vendors  adopt  to  counter 
losses  to  personal  computers? 

o    ''^hat  are  the  personal  computer  features — hardware,  soft\i-are, 
and  services — most  demanded  by  users? 

o    ''^hat  are  the  decisive  factors  in  users'  decisions  to  mrchaf^e 
personal  computers  as  part  of — or  as  a  replacement  for — RGS? 

o    ''hich  HCS  applications  are  most  vulnerable  to  personal 
computers? 

o    'ihat  are  the  barriers  to  substituting  personal  conpaters 
for  remote  computing  services? 


(please  turn  the  pape) 
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o    l.Tiat  are  the  existing  and  planned  pTOducts  and  services 
designed  to  combine  personal  compvters  and  P.C5? 

o    \lhat  are  the  major  problems  encountered  or  anticipated 
by  vendors  in  tryin/^  to  develop  PC-RCS  off eri'-'/^s? 

IIJPUT's  researchers  then  produced  a  157-pare  report  with 
50  exhibits  analyzing;  their  findinfrs  in  detail. 

Among  other  conclusions,  they  discovered  that  the  personal 
computer  has  already  had  a  measurable  impact  on  the  iiCS  riarket . 

-One  hundred  percent  of  the  users  interviewed  said  they 
had  increased  their  PC  use  over  last  year,  and  93  pe>"cent 
said  they  would  double  PC  use  next  yearl 

-The  personal  computer  component  of  RCS  is  expected  to  show 
an  average  annual  growth  rate  of  ^  percent  between  now  and 
I9RB,  v:hile  the  growth  rate  of  thf  entire  market  is  only 
18  percent. 

-Of  the  RCS  vendors  intervievred,  4^  percent  have  suffered 
declines  in  RCS  sales,  and  62  percent  of  these  said  the 
decline  vras  due  to  personal  computers. 

Having  determir^ed  hov;  the  machines  are  affe  cting  the  RCS  market, 
the  reT)ort  goes  on  to  outline  a.  systematic,  four-step  method  of 
formulating  an  effective  response  to  the  particular  strengths — 
and  vreaknesses — of  the  personal  conputer. 

1)  Know  the  enemy .    Vjl-iy  do  users  like  PCs?    Can  you  devise 
RCS  offerings  that  can  complete?    '''hat  are  the  chinks 

in  the  PC  armor? 

2)  Knovr  thyself.    Ho\\r  can  you  best  assess  and  use  the  inherent 
strengths  of  RCS? 

3)  Knou  the  alternatives,    INPUT  takes  a  close  look  at  the 
various  computing  alternatives  from  the  user's  standpoint, 
seeing  what  features  are  most  valued  in  the  marketplace. 

4)  Be  aggressive.     The  sv/ift  incorporation  of  PCs  into  RCS 
offerings  gives  the  best  promise  of  bluntinfr  the  personal 
computer  challenge. 


INPUT  understands  that  you  don't  need  theory.    You  need 
concrete  suggestions  on  hov;  to  react  to  the  irfiroridGvof  these 

/  incurs  1 6ns\ 
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machines. 

Persons!  Computer  QpportunitlBs  for  P.enote  Conputing  Services 
Vendors  has  been  researched  and  written  to  provide  you  the  background 
you  need  to  und'=?rstand  the  scope  of  the  problem,  and  step-by-step 
strategies  that  can  be  easily  adapted  to  the  particular  needs  of 
your  company. 

INHIT's  large-scale  research  effort  pinpoints  the  questions  yow  oAcl  o^t^ 
RCS  prof  esrdonals  need  to  have  answered  if  ^hcx  are  to  guide  jbhoir 
companies  through  the  transitions  ahead:  '  ycoC  \ 

o    Ivhat  are  the  total  revenue  gains  and  losses  in  the  RCS 
market  due  to  the  personal  computer? 

o    Vi[hat  are  the  major  factors  influencing  users  in  their 
decision  to  purchase  personal  computers? 

o    Vfliat  are  the  opinions  of  major  RCS  users  on  the  best  ways 
to  combine  PCs  v.'ith  RCS  offerings? 

o    How  are  other  vendors  planning  to  use  their  manpower 
to  respond  to  the  inroads  of  PCs? 

And  more,  including  updates  on  hardv/are  and  software  developments 
in  mainfrfune  interfacing,  developments  in  PC  networking,  a.nd  new 
strides  in  softv:are  transparency. 

:3ut^^he  report  doesn't  stop  there.    It  distills  from  hundreds 
of  pageais  of  iiser  interviews  an  incisive  analysis  of  hov;  users 
compare  RCS  to  PCs.    The  study  investigates  a    vride  range  of 
hardware  and  softv/are  features — including  processing  power, 
resTOnse  time  consistency,  conmunications/netvrorking,  applicat  ions 
flexibility,  documentation  quality,  variety  available — and  presents 
its  findings  in  an  easy- to-read  table. 


able  compares  the  superiority  of  RCS  to  PCs  today  with 
projectio:is  of  their  relative  positions  two  years  hence,  and  again 
five  years  in  the  future,  for  each  characteristic.    The  table 
in  no  uncertain  terms  where  RC^s  strengths  and  v/eaknesses  areJ 
and  gives  you  vital  clues  about  how  to  shape  your  future  dire 


outlines 
tion. 


In  the  final  chapter  of  the  report,  IIPUT's  experts  make  some 
recommendations  about  the  components  of  an  effective  market  stratef",'-, 
including  market  segment  selection,  product  definition,  use  of 

customer  support,    role  of  distribution  channels,  sales  promotion 
strategy,  the  importance  of  PC  resea  -ch,  hov;  to  tarpet  PC-RCS 
opportunities,  and  more. 


(Please  turn  the  page) 
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Persona.l  Gonpiter  Onyo rtuni ties  for  "lenote  Cpniputinr  Services 
Vendors  is  the  onlv  report  available  that  can  pive  you  this  kind  of 
comprehensive  find  up-to-date  analysis  of  the  problems  -nosed  by 
personal  computers — and       ways  to  solve  them  usi'np-  your  particular 
strengths. 


To  duplicate  this  research,  you  v:ould  have 
to  put  together  a  team  of  experienced  market 
analysts,  give  them  time  to  survey  the  ins 
and  outs  of  this  complex  topic,  and  spend 
at  least  G120,000. 


But  if  you  buy  INPUT'S  report,  you  buy  our  years  of  experierice 
in  tracking  the  fastest  moving  market  in  the  vrorld,  yo\i  buy  a  large- 
scale  research  effort  that  involved  trrdned  professionals  for 
months... and  you  pay  only  $2,000. 


>»on't  you^ake  a  few  moments  fWW  to  i^ut  your  company  in  position 
to  take  adva.ntage  of  the  pei-sonal  compiiter  irivasion?    You  need  send 
no  money  nov^.    Just  fill  out  the  enclosed  order  card  and  mail  it 
in  today.    V/e'll  be  happy  to  bill  you  for  the  report  later. 


'incerely. 


Peter  A.  Cunningham 
President 
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